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Fifty Years of
Shoe and Leather
Making
THE STORY OF

G. H. BASS & COMPANY

WILTON, MAINE

G. H. Bass

Mr. Bass looks back over fifty years of business endeavor —
back to the operation of the old tannery where Wilton Calfskins
won a reputation for quality that lived long after them; on through
the years of shoemaking for men who do rough, hard work, until
friends for the Bass Shoe for Hard Service are numbered by the
thousands from Newfoundland to California, and from Alaska to
Louisiana.

FIFTY YEARS OF SHOE AND
LEATHER MAKING
ISXTY per cent of the people in the United
States live in the country and in towns and
villages of five thousand and under. The
trade in these towns and villages is depend
ent upon the prosperity of the farmer.
Now the farmer does rough, hard work — lots of
it — and he risks a large investment for the margin
of profit he enjoys. For fifty years George H. Bass
of Wilton, Maine, has been keenly appreciative of
the position of these out-of-door workers, and he
believes the farmer to be especially deserving of foot
wear that will keep him comfortably, serviceably and
economically shod.
Not only does he believe it, but he has an intimate
knowledge of their footwear requirements, for Mr.
Bass has dealt with the farmers all his life. He has
bought and handled their hides; bought their bark
and helped them pile it in the wet and cold. He
knows from experience and close association with
them just what kind of footwear they need for all
seasons.
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FIFTY YEARS OF INDUSTRY

The Old Wilton Tannery, pur
chased from Corydon Bacheller
which G. H. Bass took posses
sion of on December 5, 1865.
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FIFTY YEARS OF INDUSTRY
It was this knowledge that governed the making
of Wilton Calf — Mr. Bass’ first product for the men
who do rough, hard work; and this leather was made
so well that it built for itself a reputation upon which
many leathers were sold. Even ten years after the
last skin left the old tannery and Mr. Bass had become
a shoe manufacturer, he was offered “Wilton Calf.”
The reputation which this leather enjoyed is indicative
of the thoroughness with which he has always done
his work.
Mr. Bass was eighteen years old in 1861, and
became apprenticed to Corydon Bacheller, who ran
the Wilton Tannery. His term was for two years
and he received the munificent salary of fifty dollars
for each year. From the Wilton Tannery Mr. Bass
went to the plant of John Cummings, at that time
the largest in Woburn, Mass.
Here he received six months’ valuable experience
before he went home to cast his first vote for President,
for Abraham Lincoln to serve a second term.
When Mr. Bacheller offered the tannery for sale
soon after, Mr. Seth Bass bought it, and leased it to
his son. On December 5, 1865, the purchase was
made, and with a total capital of $200 which he had
accumulated George H. Bass began his independent
business career.
He ran the tannery for thirteen years, making
calfskins and wax upper leather for long-legged boots,
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FIFTY YEARS OF INDUSTRY

In this little factory the Bass Shoe for
Hard Service had its birth. The small
building in center is the factory where
Mr. Bass began shoemaking in 1876.
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in the days when upper leathers were entirely of pure
bark tannage. The change from bark to other vege
table and chrome combination tannages has been
watched with marked approval by the veteran tanner
of Wilton Calf.
Wilton Calf went into the most famous Mainemade boots of that day, for it was used by Nathaniel
Harding, at New Sharon; by Ara Cushman, at Auburn;
by C. A. Wing, at Winthrop; by Joshua Adams, at
Wilton, and by I. C. Lombard & Co., at Auburn.
During his last few years as a tanner, Mr. Bass
sold considerable of his leather to Foster, Packard &
Co., at Wilton. This firm had very little capital
and did business largely on credits. Like many a laterday shoe manufacturer, when they took an inventory,
they found they had made no money and wisely decided
to quit. To insure a sufficient outlet for his leather
(for in those days leather was not marketed as it is
now), Mr. Bass bought out the Foster interests and
ran the factory during the year of 1876, with E. P.
Packard.
This year, 1876, marks the beginning of the Bass
Shoe. At the close of the year, Mr. Bass bought out
the Packard interest and became the sole owner.
Two years later, he sold the tannery so that all his
time and personal attention could be devoted to manu
facturing and selling Bass Shoes.
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The Bass Shoe has enjoyed an everincreasing popularity. From the first
factory (shown on page 6) in which
shoes were made upstairs and sold in
the store below, the business has grown
to its present national importance.
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FIFTY YEARS OF INDUSTRY

The present modern factory — built
in 1904 and enlarged in 1912—is now
operated to full capacity to take care
of the constantly increasing demand
for BASS SHOES FOR HARD
SERVICE.
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FIFTY YEARS OF INDUSTRY

The Bass Shoe gave such emi
nent satisfaction to the out-ofdoors workers in Maine that
this second and larger fac
tory was made necessary in
1887, and was twice enlarged.
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Although the farm and similar heavy-duty shoes
have been the staple product of G. H. Bass & Co.
for thirty-nine years, their great specialty is the shoe
for river drivers. Few manufacturers have succeeded
in building a shoe that would give these men satis
factory service — and little wonder. River drivers
“soak their shoes all day and steam them all night,”
as one of the Bass shoemakers expressed it, and yet
they expect and do get months of service from a single
pair. Not only do they get service, but Mr. Bass
has given them a shoe which is guaranteed to hold the
calks.
Sole leather to bottom these calked boots is in
small supply. It must be flexible enough to receive
the calks without cracking, yet firm enough to hold
them. It must also remain hard and firm after an
all-day soaking, for the river driver’s life is often within
the keeping of the calks. For the Bass Shoes, this
sole leather is especially tanned on contract by the old,
long-time, bark process and even then only a few taps
for the river driver’s shoes are obtainable from a side.
Nine years ago, G. H. Bass & Co. started to manu
facture moccasins. They make them for sport and
for service. The man who goes into the woods for the
winter’s logging takes only one pair of moccasins
with him, and they last more than the three months
he needs them. Hunters wear them, too, but of course
the service they demand is trifling compared to what
loggers expect.

[Page Eleven]
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The Bass Shoe for River
Drivers is the most fa
mous product of its kind.
It is a great specialty of
G. H. Bass & Company.
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It is Mr. Bass’ belief that the man or woman who
is accustomed to conventional footwear does not
really enjoy a sloppy moccasin for canoe and camp
wear, and he has carried the making of moccasins into
the realm of fine shoemaking, through producing in
his Rangeley moccasin a perfect fitting piece of foot
wear. It fits like a shoe, but it looks and feels like
a moccasin. For the ladies, he makes them as narrow
as A width.
The development of the Bass business has been
parallel to the development of the industry as a whole.
Mr. Bass looks back to the time when his factory
produced three dozen shoes a day, when the factory
was upstairs, while the store was downstairs, and a
discarded sofa from home afforded ample seating for
his customers. He remembers when manufacturers
loaded a dozen cases of shoes onto a wagon and went
out through the country to sell them to the general
merchants. In fact, it was while this method was still
the custom that Mr. Bass decided to carry only samples,
taking orders for future delivery and keeping in close,
personal contact with the trade so that he could build
his shoes to fit their requirements and give satisfaction
in fullest measure. This was real co-operation with
the dealers. They appreciated it, and the business
grew.
Mr. Bass well remembers when A. T. Davis, of
Davis & Cartland of Portland, took his line up into
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RANGELEY MOCCASINS
combine the comfort and flexi
bility of the Indian’s original
moccasin with the fit, shapeli
ness, and fine workmanship
characteristic of the white
man’s best shoemaking. They
fit the foot as other moccasins
do not; the shortened hand
seam makes for greater
strength and tightness. Made
in light leathers they are ideal
footwear for camping and va
cation wear; in heavy leathers
they are admirable for hunt
ing and will stand the most
severe outdoor service.
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Aroostook County, for that was the first time a travel
ing representative of the firm, other than Mr. Bass
himself, had ever gone out to the trade. To George
E. Clark, however, belongs the distinction of being
the first regular traveling salesman for G. H. Bass
& Co. And now as Mr. Bass celebrates his fiftieth
business anniversary, Mr. Clark completes his
eighteenth year as salesman.
Although Mr. Bass has reached a point in life
where most men begin to live in the past, today he
looks forward with the same eagerness to satisfying
every buyer of his shoes that he did when he first
started manufacturing forty years ago. He has never
been ambitious to do a big business, although the
quality of his shoes for river drivers and lumbermen
has caused him to make more of these shoes than
any other manufacturer. His ambition through all
his fifty years of manufacturing leather and shoes
has been to make the product so good that no buyer
would have just cause for complaint.
With him now are his two sons, J. R. Bass, treas
urer of the concern, and W. S. Bass, secretary and sales
manager. Seven salesmen cover the country, and in
the new four-story factory many sons of the men he
grew up with are happily, steadily and profitably
employed. He has built up for Wilton an industry
that contributes largely to its prosperity, and this
month Wilton joins with Mr. Bass and his host of
friends in celebrating this fiftieth business anniversary.
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W. S. Bass
Secretary and Sales Manager

I. F. Foster
Central and Western
New York

G. E. Clark
Maine, New Hampshire
and Vermont

J. B. Kruger
Pacific Coast
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C. H. Gillman
Southwest

J. R. Bass
Treasurer and Superintendent

H. W. Hunter
Vermont,
New England and
Northern New York

W. T. Inkley
Southwest

M. T. Morss
New York City, New
Jersey, Pennsylvania

L. B. Guggisberg
Michigan, Minnesota
and Wisconsin

